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Planned Giving Quiz
How many C anadians said they left a 
charitable gift in their will in 2019?

A. 2%
B. 5%

C. 15%
D. 25%

Which group is  showing increased interest in 
legacy giving?

A. Younger donors
B. Middle-income households
C. C anadians from diverse backgrounds
D. All of the above
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What percentage of C anadians say 
they are likely to leave a charitable gift 
in their will?

A. 12%
B. 22%
C. 44%
D. 67%

What is  the #1 barrier preventing 
C anadians from leaving charitable gifts  
in their wills?

A. They don’t trust charities
B. Estate planning is  too expensive
C. leaving enough for loved ones
D. They don’t know how to write a will



Planned Giving Quiz

Which giving options beyond 
wills  are still not widely 
understood?

A. Registered funds
B. Life insurance gifts
C. Donor-advised funds
D. All of the above

What could we do today to help 
turn intention into action?

Educate - earlier and often
Normalize conversations 
Simplify planning 
Reflect diverse donor motivations 
Provide practical guidance



What are we talking about here?
 What is  Planned Giving :

• Stock donations - Win + WIN = WINNNN
• Legacy donations – How do you wish to be remembered?
• Life Insurance
• Other options:

o Gift Annuity
o C haritable remainder Trust
o Donor-advised fund

 Local initiatives
 Strategies to encourage planned/legacy giving
 Governance and guardrails
 Questions & Answers



A Gift by Securities
C ontribute without affecting your cash flow. 

 Benefit from tax relief on capital gain.
Donation receipt will correspond to the full value of the securities on 

the date of transfer
 Securities donation process at ssvp.ca
 C harity receives the full value of the securities on the date of transfer
 Valid for both businesses and individuals.

WIIFY
A win for your wallet and for the charity you support



A Gift through your Will
How do you want to be remembered?

Pas s  on your values

 Flexible:  
 You can adjust / revoke the gift s imply by changing your Will;
 You can bequeath a percentage of your estate instead of an absolute 

dollar amount
 C ontrol:  You can specify how the C harity is  to use the gift
 Your executor may be entitled to claim a donation tax credit.

WIIFY
A charitable tax reduction on your and your estate’s  taxes



Legacy Giving Through Life Insurance

Donor purchases life insurance policy or changes 
beneficiary of existing policy
o Personally Owned Life Insurance
o C harity Owned Life Insurance

 C harity is  the beneficiary 
When donor dies,  benefit is  paid directly to the charity

Presenter
Presentation Notes
Personally Owned life insurance policy:
•You can name a registered charity as the beneficiary of your life insurance while retaining ownership of the policy. 
•A donation tax receipt will be issued for the amount of the death benefit received by the charity. Your executor/liquidator may have flexibility in how they wish to claim the donation as discussed earlier in the article.

Charity owned life insurance policy:
•You may have an existing policy you no longer need or you may be thinking of purchasing a policy specifically to make a donation. 
•If an existing policy is donated, you may receive a donation tax receipt for the cash surrender value of the policy and any accumulated dividends or interest, less any outstanding policy loans. 
If you’re paying insurance premiums on an existing policy or purchasing a new policy, you will get a donation tax receipt when you make a premium payment. When you pass away, the charity receives the proceeds of the policy



Legacy Giving Through Insurance – Pros /Cons

Pers onally Owned Life Insurance

Advantages
Donor controls  the policy

 Donor can access cash value
 Donor can change beneficiary

Substantial donation at death
Tax credit can help offset tax liability at 

death

Disadvantages
 Sufficient taxable income required to use tax 

credit
 Surviving spouse can’t claim unused tax 

credit

C harity Owned Life Insurance 

Advantages
Donation made every year by paying 

premium
Donor receives  tax credit each year 

premiums are paid
C harity has access to cash value
C harity as owner can’t be changed

Disadvantages
 C harity controls  the policy
 No tax credit when death benefit is  paid to 

the charity

Presenter
Presentation Notes
Personally Owned Life Insurance:
Advantages: 
Donor controls the policy and can access the cash value.  They can also change the beneficiary at any time.  
Charity gets a substantial donation at death, with the resulting tax credit offsetting estate tax liability
Disadvantages:
Sufficient taxable income required to use tax credit
Surviving spouse can’t claim unused tax credit

Charity Owned Life Insurance 
Advantages
Donor receives tax credit each year premiums are paid
Charity has access to cash value
Charity as owner can’t be changed
Disadvantages
Charity controls the policy (this is actually a benefit to the Charity)
No tax credit when death benefit is paid to the charity




Charitable Gift Annuity

 A contract involving you and a charity 
 You make a gift to the charity in exchange for fixed payments for 

the life of one or two persons. 
Once all payments are completed, the charity receives a gift
 All payments made are tax-deductible

WIIFY
A charitable income tax deduction and partly tax-free income

Presenter
Presentation Notes
A CGA is planned giving arrangement where you make a gift to a charity and in return, receive a guaranteed income stream for life.
Gift can be assets or cash
The charity will typically purchase an annuity from the Life Insurance company
The difference between the cost of providing the annuity and the amount you contribute is considered a charitable donation and generates an official tax receipt

Advantages:
Guaranteed income for life Single or Joint Life
Immediate charitable tax receipt
Simplicity compared with other more complex structures
Attractive to donors over 70 seeking both fixed income and philanthropy

Drawbacks:
Payments are fixed and typically do not index with inflation
Donated capital is no longer available
Current payout rates may be lower than some investment alternatives




Charitable Remainder Trust

 You make a large gift - property - to a charity but retain use of the 
gift and related income during your lifetime.
 A trust can be established during your lifetime or in your Will.
 There is  no ability to encroach on the capital of the trust while the 

life tenant is  alive.  On death, the property is  transferred to the 
charity that is  named as the beneficiary.  

WIIFY 
Immediate tax relief 

Presenter
Presentation Notes
A charitable remainder trust involves the transfer of property to a trust whereby the donor (or another person of the donor’s choosing)- “the life tenant” retains a life interest in the property but makes an irrevocable gift of the residual interest to a registered charity. On death, the property is transferred to the charity that is named as the beneficiary.

A trust can be established during your lifetime or in your will

The main benefit of setting up a charitable remainder trust is that you’re provided with immediate tax relief, but the life tenant can benefit from the property during their lifetime. As well, on the death of the life tenant, the remaining property in the trust will pass directly to the charity and will not be subject to probate




Other Planned Giving Options

 RRSP/RRIF beneficiary designations
 Residual estate gifts  vs.  fixed bequests
 Establish a Private Foundation
 Donate to a C ommunity Foundation
 Donor Advised Funds

Presenter
Presentation Notes
RRSP/RRIF Beneficiary Designation:
You may consider naming a registered charity as a beneficiary of your RRSP or RRIF (please note that you cannot directly name a beneficiary directly on the plan if you are a Quebec resident). When a registered charity is named as beneficiary on an RRSP/RRIF, the proceeds of your RRSP/RRIF are generally paid directly to the qualified donee upon death and may not be subject to probate
The donation of publicly traded securities inside an RRSP/RRIF does not qualify for the elimination of capital gains 

Fixed bequests are a gift of a defined amount or specific asset. Example:  I leave $100,000 to SSVP or I Leave my Tesla to SSVP

Residual estate gifts are typically a % of the residual of your estate after taxes, expensive and specific gifts are paid. Example:  I leave all or a % of the residual of my estate to SSVP

A private foundation is a registered charity that is typically controlled by the donor and/or family members. Rather than giving directly to charities, you donate assets to your foundation, which then makes grants to other charities over time. Can create a multi-generational philanthropic legacy. They are complex and expensive to set up and administer – typically need asset in excess of $5m to make sense. When you donate assets to your foundation: You generally receive a charitable tax receipt. Publicly traded securities donated directly to the foundation may qualify for the favorable capital gains treatment available to charitable gifts.

Contributing to a Community Foundation is often one of the most effective ways to create a charitable legacy without the cost and complexity of a private foundation. A community foundation is a public charity that manages charitable funds on behalf of donors and distributes grants to qualified charities. In Victoria area, a prominent example is the Victoria Foundation.  You Donate cash, securities, real estate, or other assets and in return you receive a tax credit. You don’t control which charities that the foundation supports




Donor-Advised Fund

Securities

Life Insurance

Real Estate

Presenter
Presentation Notes
Donor-Advised Fund:
A less expensive way to create a foundation-type structure
Establish ongoing legacy for as little as $50,000 initial donation
Donate cash, publicly listed securities, life insurance policies and gifts from your estate
Tax receipt issued at time of donation(s) throughout your lifetime. Great way to manage fluctuating taxable capital gains issues.
Benefit from ongoing professional investment management and growth of the investments
Select charities you would like to support with ongoing grants

Discuss personal example:
When I retired and sold the shares to my company, I was exposed to significant capital gains tax, and it was time to give back
We created the Marasco Family Fund using this approach
We received an immediate tax credit for the donation 
Each year we ask our nieces and nephews to identify a charity that they would like to give money to and tell us why. We then make the donation from the fund on their behalf.   The idea is to created a culture of giving
The way it is set up and managed will result in it existing in perpetuity and one of our nieces has agreed to administer it when we pass or are incapacitated.




Conference Legacy Society

 C reate a C onference Legacy 
Society

 As a member you are invited to 
special events and are 
recognized

 Most applicable in large affluent 
conferences / parishes

Presenter
Presentation Notes
Let’s switch gears now and discuss strategies you can implement in your conferences:
This is an example from our Parish in Scottsdale Arizona, where they established a Conference Legacy Society

To become a member of the Society, you need to commit to some form of Legacy Gift through your will, living trust or some of the other tools we discussed 

As a member you receive invitations to special events, and special spiritual remembrances in prayers




Host In Person Legacy Workshop

 Invite existing donors – Donor 
Management System

 Kick off with an overview of the good 
works  that your conference does
and how legacy giving enables that

 Bring in industry experts (legal,  
accounting, investment)

 Select an attractive venue
 Ask attendees to let you know if they 

plan on leaving a gift – record it in 
your DMS to facilitate future 
communications

Presenter
Presentation Notes
This is a very successful approach we implemented on Vancouver Island.
Select an attractive and inviting venue
Invite existing donors and advertise in Church Bulletins and newsletters
Talk about all of the good works we do to help our neighbours in need
Have experts discuss giving strategies like we have done earlier 
Answer questions
Ask attendees to let you know if they plan on leaving a gift or if they would like to discuss their personal intentions further
Record their intentions in the Donor Management System for further follow up and communications



Advertise in Publications

 Targeting publication that 
professionals  in the legal,  
accounting and investment 
industries
 Leave a Legacy Magazine by 

Blackpress - Published across 
C anada

 Parish bulletins

Presenter
Presentation Notes
Creating an awareness of who the Society is and what we do for professionals who help with estate planning is critical:
One way of doing that is inviting them to participate in Legacy Giving Workshops
Another is to advertise in publications they receive and review
This is an example of a publication that Blackpress does semi-annually in regions acrsoss the country
Another approach is to advertise in parish bulletins



Email Campaigns / Newsletters
Monthly Legacy Giving email news letter that:

oTells  a story of a family or person that has been 
helped by St.  Vincent de Paul

oLinks to options for Legacy Giving options 
(Bequests,  Gift Annuities,  Endowments, etc. .)

oDonor stories
oC RA updates 
oLinks to Gift C alculators and Legacy Planning 

Guides

Presenter
Presentation Notes
Another effective approach is to create a Legacy Giving specific newsletter and email it directly to existing donors and those that you want to target
Story telling is the most compelling way to engage donors 
both those we help with gifts 
Donors stories – what motivates them
You can also provide tax rule updates and reference sources 
Provide links to calculators and Legacy planning guides on your website





Recognition and Stewardship

Inves t in a Donor Management sys tem:
DonorPerfect helps nonprofits  strengthen donor relationships, improve 
fundraising operations, and support long-term organizational growth.

How We Utilize the Platform
• Track donor touchpoints and engagement history 
• Personalize donor interactions and stewardship 
• Identify major donor and legacy giving opportunities 
• Ensure timely follow-up with new and existing donors 
• Support stronger donor retention and long-term engagement 

Presenter
Presentation Notes
Slide: Recognition and Stewardship�
Good afternoon everyone.�
My name is Josh Canning, and I serve as the Executive Director of the Halifax Particular Council. [PAUSE]�
Over the next few minutes, I'll be speaking about three areas that have helped shape our approach to planned giving in Halifax such as: [PAUSE]�
The use of donor management systems to support stewardship and relationship building; [PAUSE]�
How we identify and qualify planned giving prospects; [PAUSE]�
And some of the governance considerations that help ensure planned giving is conducted responsibly and in accordance with donor intent. [PAUSE]�
Before we begin, I'd like to invite a representative from our sponsor, DonorPerfect, to share a few remarks about how donor management systems can support fundraising and donor stewardship efforts.�
[GESTURE TOWARD DONORPERFECT REPRESENTATIVE]�
Please join me in welcoming [NAME].�
[STEP ASIDE]�
Thank you for sharing a little bit about donor perfect. If anyone has questions after the presentation pertaining to Donor Perfect please direct them to .. 
�



Qualifying Planned Giving Prospects
Primary S ource of Pros pects
 Existing donors,  volunteers,  and members
 Individuals with strong alignment to the mission
 Those already engaged in the life of the Society
S trong Pros pects  Typically Are:
 Long-time supporters with demonstrated commitment /  personal 

connection to the work
 C onsistent donors (especially recurring givers)
 Major donors or those with higher giving capacity
Why This  Matters
 Planned giving is  built on trust and relationship—not cold outreach
 Focus efforts where there is  existing alignment and loyalty

Presenter
Presentation Notes
Slide: Qualifying Planned Giving Prospects
When we think about planned giving, one question naturally emerges: [PAUSE]�
How do we identify the people most likely to leave a legacy gift? [LONG PAUSE]�
One of the greatest challenges in planned giving is that it involves conversations many people find uncomfortable. [PAUSE]�
Discussions about estates, wills, and end-of-life planning can feel deeply personal and are often not well received unless there is already a relationship and a degree of trust. [PAUSE]�
The good news is that planned giving prospects are rarely complete strangers. [LOOK ACROSS ROOM]�
In many cases, they are already right under our noses.�
They are often long-time donors, volunteers, members, and individuals who have demonstrated a strong commitment to the mission of the Society over many years. [PAUSE]�
The question then becomes: [PAUSE]�
How do we identify and qualify those individuals? [LONG PAUSE]�
In Halifax, one of the ways we address this challenge is through our donor management system. [GESTURE TOWARD SCREEN]�
We use it to create donor profiles, track giving history, document interactions, schedule follow-ups, and record communication preferences. [PAUSE]�
Most importantly, it helps us better understand our donors and supporters. [PAUSE]�
This approach allows us to move beyond transactional fundraising and develop a more personalized approach built on stewardship and relationship building. [PAUSE]�
Over time, those interactions help us identify individuals who demonstrate strong alignment with our mission, long-term engagement with the Society, and, where appropriate, the capacity and potential interest to make a planned gift. [PAUSE]�
While donors are often the most obvious prospects, volunteers and members can also be excellent candidates because they already have a deep connection to our work and values. [PAUSE]�
Without this information, many opportunities would simply remain invisible. [PAUSE]�
The system allows us to identify patterns and relationships that might otherwise be missed. [PAUSE]�
This isn't a theoretical example I will share to demonstrate my point. [PAUSE]�
It's an actual conversation I had with a donor here in Halifax. [LONG PAUSE]�
One day I noticed that a long-time monthly donor had cancelled her recurring gift. [PAUSE]�
Because that relationship history had been documented and maintained, I knew who she was and felt it was appropriate to reach out. [PAUSE]�
When I contacted her, she shared that she had recently been diagnosed with a terminal illness. [LONG PAUSE – LOOK UP]�
What began as a conversation about a cancelled donation quickly became something much more personal. [PAUSE]�
She spoke about growing up in a family that often struggled financially.�
Her father worked in the fisheries and, during difficult periods or off seasons, her family relied on support from the Church and the Society of Saint Vincent de Paul. [PAUSE]�
She described those experiences as a lifeline during some very uncertain times in her childhood. [PAUSE]�
As the conversation continued, her focus shifted away from her illness and toward something that was clearly important to her. [PAUSE]�
She wanted to ensure that she could continue helping people after she was gone. [LONG PAUSE]�
At that point, it became natural to discuss planned giving and how we could help her achieve that goal. [PAUSE]�
It wasn't an ask that came out of nowhere. [LONG PAUSE]�
It was the continuation of an existing relationship.[LONG PAUSE – LOOK ACROSS ROOM]�
She explained that she had always intended to leave a gift to a Catholic charity but had never formally identified which organization would receive it. [PAUSE]�
Instead, she had left those decisions to her executor and family. [PAUSE]�
She introduced me to her daughter, and together we began discussing how her wishes could be honoured. [PAUSE]�
She passed away in November of 2025. [LONG PAUSE]�
But she did so knowing that her legacy would continue helping people facing many of the same challenges her family once experienced. [PAUSE]�
For me, that story highlights an important lesson. [PAUSE]�
Planned giving is not primarily about solicitation. [LONG PAUSE]�
It is about stewardship.[LONG PAUSE]�
The donor management system didn't create that relationship. [PAUSE]�
It helped us recognize it, nurture it, and act on it at the right time. [PAUSE]�
And when we do that consistently, planned giving opportunities often reveal themselves naturally.
�



Governance & Guardrails
C ore Principles
 Donor-C entred: Respect donor intent always
 Trans parency:  C lear communication and documentation
 Accountability: Proper oversight and reporting
 C ons is tency: Standardized practices across all conferences & councils

Why This  Matters
 Protects donors,  volunteers and the SSVP from legal and reputational risk
 Ensures consistency across conferences and councils
 Builds trust with donors and professional advisors
 Supports long-term sustainability and compliance

Presenter
Presentation Notes
Slide: Governance & Guardrails

As we begin having more conversations about planned giving, it's important that we remember that these gifts are unlike most other forms of fundraising. [PAUSE]�
Planned gifts often involve estates, families, legal documents, and a donor's final wishes. [PAUSE]
Because of that, governance is critical. [PAUSE]�
At the heart of any planned giving program are four key principles: [GESTURE TO SCREEN]�
Donor-centred decision making, transparency, accountability, and consistency. [PAUSE]�
First and foremost, we must always respect donor intent. [PAUSE]�
If a donor chooses to leave a gift for a specific purpose, it is our obligation to ensure that gift is used in the manner they intended. [PAUSE]�
That means taking the time to fully understand a donor's wishes, asking clarifying questions when necessary, and documenting those intentions carefully.[PAUSE]�
Doing so provides an important layer of due diligence and helps safeguard both the donor and the Society. [PAUSE]�
It also helps ensure that we do not accept gifts simply because funding is available. [PAUSE]�
Gifts should support both donor intent and the mission of the Society. [PAUSE]�
Transparency and accountability are equally important. [PAUSE]�
Donors, their families, executors, and professional advisors need confidence that gifts will be properly documented, managed, and reported on.[PAUSE]�
Consistency is also important because planned giving should not depend on who happens to be having the conversation. [PAUSE]�
Whether a donor speaks with someone in Halifax, Vancouver, or Winnipeg, the same principles and standards should apply. [PAUSE]�
Standardized processes help reduce risk, ensure compliance, and create consistency across conferences and councils. [PAUSE]�
They also help ensure that important information is captured and communicated so that donor intentions are not misunderstood over time. [PAUSE]�
This is particularly important when gifts contain restrictions, special directions, or other expectations regarding how funds are to be used. [PAUSE]�
Ultimately, good governance helps ensure that gifts remain aligned with donor intent and the mission of the Society. [PAUSE]
Good governance protects everyone involved.[PAUSE]�
It protects donors.
It protects volunteers.
It protects conferences and councils.
[PAUSE]�
It builds trust with donors, families, executors, and professional advisors.[PAUSE]�
Most importantly, it helps build the trust that planned giving depends on in the first place.[LONG PAUSE]�
When donors trust us to honour their wishes, they become much more comfortable discussing the legacy they hope to leave behind.
�



Governance & Guardrails
Non-Negotiable Boundaries
❌ Do not provide legal, financial, or tax 

advice ​
❌ Do not draft or influence wills or estate 

decisions ​
❌ Do not pressure or solicit inappropriately ​

Our Role
 Inform, support, and steward 

donors ​
 Share general information only
 Respect and document donor 

intent ​

Professional Advice
Always encourage donors to consult Lawyer / ​Financial advisor ​/ Accountant

Simple Rule:  If it’s complex, high-value, or unclear —
pause and seek support.

Presenter
Presentation Notes
Slide: Governance & Guardrails 2�
As we've discussed, planned giving is ultimately about stewardship and relationships. [PAUSE]�
But it's equally important that we understand our role in those conversations. [PAUSE]�
Our responsibility is to inform, support, and steward donors.[GESTURE TO LEFT SIDE OF SLIDE]�
We can provide general information, answer questions about the Society, and help donors understand the impact their gift can have.[PAUSE]�
We can also ensure that donor intentions are properly documented, understood, and respected. [PAUSE]�
What we cannot do is provide legal, financial, or tax advice.�
We should never draft or influence a donor's will, and we should never pressure someone into making a gift.[PAUSE]�
Those decisions belong to the donor and their professional advisors.[PAUSE]�
In fact, one of the most important things we can do is encourage donors to seek advice from a lawyer, financial advisor, or accountant. [PAUSE]�
That protects the donor, protects the Society, and helps ensure their wishes are carried out properly.[PAUSE]�
If there is one takeaway from this slide, it is this: [LONG PAUSE]�
If a situation is complex, high-value, or unclear—[PAUSE]�
Stop.[PAUSE]�
Ask questions.[PAUSE]�
Seek support.[LONG PAUSE]�
It is always better to pause and get guidance than to move forward when you are uncertain.[LONG PAUSE]�
That concludes my portion of today's presentation.[PAUSE]�
Thank you all for your time, your attention, and for the important work you do in your conferences and councils across the country.[PAUSE]
I hope these examples and practical considerations have been helpful as you explore planned giving opportunities within your own communities.[PAUSE]�
At this time, we'd be happy to answer any questions you may have.
�



Questions?



Voice your 
opinion, rate 

this 
workshop

Exprimez
votre opinion, 

évaluez cet
atelier

Thank you, merci, Wela'lioq



Society of Saint V incent de Paul
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www.ssvp.ca
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